November 9,1995 



TO; All ROU's (Northeast Sales Area/Southern Sales Area) 

FROM; Trade Marketing Department 
SUBJECT: Account Manager Response * WAM Test 


Attached find a brief response that our managers should use when they are questioned 
about the WAM Test. 

You may disseminate to all managers or selectively at your discretion. We will advise 
during our Sales Meeting that this information is available. 


BOH/jb-0040 


Source: https://www.industrydocuments.ucsf.edu/docs/jpynOOOO 


51851 8463 


RJR RATIONAL FOR WAM TEST 
(WHOLESALER AND MANUFACTURER) 


I. PART OF RJR’S LONG TERM TRADE STRATEGY IS TO “INVOLVE THE 
DISTRIBUTION COMMUNITY AS A CRITICAL COMPONENT IN MARKETING OF OUR 
PRODUCTS.” 

- THIS WAS INTEGRATED AS PART OF RJR’S LONG TERM STRATEGY IN 
NOVEMBER OF 1994. 

II. RJR IS COMMITTED TO TESTING PROGRAMS WITH THE DISTRIBUTION 
COMMUNITY THAT WILL ADD PROFITABILITY TO THE DIRECT BUYING 
CUSTOMERS BOTTOM LINE WHILE HELPING RJR MAKE MORE MONEY TOO. 

- RECENT EXAMPLES ARE OEIVIOUSLY PRIVATE LABEL AND THE SELECT 100 
DISTRIBUTOR BRAND PROPOSITION. 

III. RJR IS ATTEMPTING TO GET AS MUCH KNOWLEDGE ON DIFFERENT TOOLS AND 
PROGRAMS AS POSSIBLE WHILE AVOIDING MULTIPLE TESTS THAT ARE ALIKE IN 
NATURE. 

THIS PROVIDES THE DISTRIBUTOR'S AN OPPORTUNITY TO TEST AND 
DEMONSTRATE THEIR CAPABILITY TO PERFORM A VALUE ADDED SERVICE ON 
BEHALF OF THE MANUFACTURER £ND PROVIDE VALUE ADDED SERVICES TO 
THEIR RETAILERS. 

IV. WAM WAS A PROVEN COMMODITY WITH A STRONG TRACK RECORD WHO SERVED 
UP TO RJR A TURNKEY METHOD/APPROACH FOR RJR TO GAIN KNOWLEDGE ON: 

■ TURNING OVER THE SALE OF THEIR PROMOTIONS TO A SMALL GROUP 
OF DISTRIBUTORS. 

- PROVIDING NON PROMOTION/PRESENCE VEHICLES FOR THE DISTRIBUTOR 
SALES ORGANIZATION TO SELL IN LIEU OF OUR OWN ORGANIZATION. 

- 1NCENTING THE DISTRIBUTOR SALES REPRESENTATIVE TO FOCUS ON RJR 
BRAND SELECTION AND PRODUCT AVAILABILITY ON AN ON-GOING BASIS 
MUCH LIKE THEIR RJR’S REPRESENTATIVES DO. 

- LINKING A PRIVATE LABEL PROPOSITION TO A MULTI-PRICE TIER 
APPROACH AS TO NOJ “DRIVE” THE BOTTOM END ONLY. 

WAM DISTRIBUTORS ARE LIMITED WITH THE PROGRAM IN THAT THEY CANNOT 
USE THE PROGRAM TO STEAL BUSINESS FROM OTHER ACCOUNTS WITHOUT THE 
RISK OF LOSING THE PROGRAM. 

V. AT THE END OF THE DAY... RJR’S WILLINGNESS TO TEST PROGRAMS LIKE WAM 
SHOULD BE WELCOMED BY THE DISTRIBUTOR COMMUNITY, NOT CRITICIZED. 

RJR IS AT LEAST ATTEMPTING TO FIND PROGRAMS THAT WILL WORK TO ADD TO 
ALL DISTRIBUTORS BOTTOM LINES EVEN IF YOU ARE NOT INVOLVED IN THE 
INITIAL TESTS. 

HMr9s 
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Source: https://www.industrydocuinents.ucsf.edu/docs/jpynOOOO 
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